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I. INTRODUCTION
At this time information development has developed very rapidly, therefore many companies have used information systems to improve their businesses. To improve a company's business is by building a good information system, and the requirement to build a good information system that is the speed and accuracy to obtain the information needed. A computer is a tool that can store data, process data, and provide desired information accurately and accurately that is useful for the company to progress its business.
In the process of development, a company needs a monitoring system for good sales so that the information data obtained can be maximized or even lost/difficult to find if the data is needed by the parties needed to make a decision. If the sales e-Monitoring system cannot be managed properly, it will cause various kinds of problems that can disrupt the activities or activities of the company. Therefore, it is very important for the company to maintain these systems. PT. Pratama Inti Distribusindo still does not use a computerized system for monitoring activities in its company, the monitoring that they do is still done manually so that it results in slow performance of employees in processing data, both transaction data and related documents in the sales carried out by the company. Besides that, it takes a long time to find the data needed to compile reports needed by the leadership because the data is stored manually and not computerized.
With the purpose and benefits of building this system are: 1. To find out the sales monitoring system at PT. Pratama Inti Distribusindo, which will provide sales system solutions at PT. Pratama Inti Distribusindo is computerized 2. To find out whether the system designed is able to monitor the level of sales at PT. Pratama Inti Distribusindo. 3. To find out the current system to be able to produce fast and accurate reports.
II. RELATED WORKS/LITERATURE REVIEW (OPTIONAL)

Monitoring
Monitoring is monitoring that can be explained as awareness about what you want to know, high-level monitoring is done so that you can make measurements through time that shows the movement towards the goal or away from it [1] .
"Monitoring is an activity of observing the implementation of programs and projects in the running time, and trying to correct mistakes so that at the end of the completion, the programs and projects are expected to be implemented correctly".
Monitoring is an activity to observe the progress of the implementation of a program or project. There is one plan followed by implementation.
From the definition above, describes there are 4 (four) keywords in the characteristics of monitoring . The four (4) are:
1. Gather development data 2. Observing implementation 3. in the current time 4. Fix errors or irregularities In general there are 2 (two) types of monitoring, namely monitoring aspects of the process, and monitoring aspects of the results (input) 1. Monitoring aspects of the process
The process is a bridge to produce output. From the use of input processed it produces output. The right choice of process and able to utilize input efficiently, is a problem that must be considered in the management team. Process aspect monitoring is a job to observe whether the planned work process can run well or not. Process aspect monitoring is concentrated on observation, functioning or non-functioning of the organization, management procedures and other aspects that have been established.
Monitoring aspects of output
Monitoring aspects of output is focused on observing the development of achievement of output of a good planning, from the beginning must set targets or outputs and stages of achievement. On the X month, or the Xth quarter, or the Xth year, the outputs of Y, Y1, Y2 and so on will be achieved
Sales Concept
Sales are "Revenues derived from the sale of company products, are presented after deducting sales discounts and sales returns [2] . Net sales are the difference between sales made in cash and credit with sales returns and sales discounts [3] . "Selling is the science and art of personal influence carried out by sellers to invite others to be willing to buy goods or services offered" [4] . Based on the above explanation it can be concluded that "Sales are the purchase of something (goods or services) from one party to another by obtaining compensation from the party". The general purpose of sales owned by the company [4] , namely: 1. Get a certain profit. 2. Achieve a certain sales volume. 3. Support the company's growth. In general there are two types of sales, namely cash sales and credit sales. But actually, sales have four types of sales, namely cash sales, credit sales, installment sales, and consignment sales. Usually the general public defines the meaning of credit sales and the same installments but in fact it is different.
The following is a classification of sales according [5] 1. Sales in cash Cash sales are carried out by the company by requiring the buyer to pay the price of the goods first before the goods are delivered by the company to the buyer. 2. Sales on credit Credit sales are carried out by the company by sending goods according to orders received from the buyer and for a certain period of time, the company has a bill to the buyer. 3. Installment sales Installment sales are the delivery of the seller's product to the buyer by receiving down payment, and the remainder in the form of installments for several years. 4. Consignment Sales Consignment sales are situations in which the holder of the supply of goods acts as an agent for the real owner.
III. METHODS Fig 1. Activity Diagram on Going Process
The following are procedures related to the PT system. Pratama Inti Disribusindo is currently running: 1. The warehouse section checks inventory of goods according to customer orders. 2. Make details of the items that will be ordered to the admin so that the ordering PO is quickly processed. 3. The admin section will make a PO order then send the order to the supplier. 4. The warehouse section checks / updates the inventory in accordance with the order. 5. Receive ordered items and then record items entering the inventory card (stock card). 6. Make a record of every incoming and outgoing goods. 7. Conduct periodic Stock Holding process. 8. Make an inventory report. 9. Salesman accepts orders from customers. 10. The salesman inputs the customer's request. 11. The supervisor validates and verifies orders that have been inputted. 12. The warehouse section checks available stock items. 13. The administration section receives goods reports already available. 14. The administration section creates & prints travel documents and sales invoices, then submits them to the warehouse. 15. Warehouse parts deliver goods. 16. The warehouse section reports the goods out.
